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About  INPUT 


Since  1974  information  technology  (IT)  users  and  vendors  throughout  the  world  have  relied  on 
INPUT  for  data,  objective  analysis,  and  insightful  opinions  to  support  their  plans,  market  assessments 
and  technology  dititions  particularly  in  computer  software  and  services. 
decisions  more  quickly  and  save  on  the  cost  of  internal  research  by  using  INPUT  s services. 

Call  ns  today  to  learn  how  your  company  can  use  INPUT’S  knowledge  and  experience  to  glow  and 
profit  in  the  revolutionary  IT  world  of  the  1990s. 


Annual  Subscription  Programs 


European  and  North  American  Market  Analysis 

Analysis  of  Information  Services,  Software  and  Systems  Maintenance  Markets 
5 -year  Forecasts,  Competitive  and  Trend  Analysis 

. 15  Vertical  Markets  • 9 Categories  of  Software  and  Services  • 7 Cross-Industry  Markets 

• The  Worldwide  Market  (30  countries) 

— u.s,  — 

• Outsourcing  • EDI  / Electronic 

. Client/server  Commerce 

Systems  Integration  ^ Systems  Integration  » U.S.  Federal  Government 

Customer  Services  • IT  Vendor  Analysis  IT  Procurements 


— European  — 

Outsourcing 


Custom  Consulting 1 

Many  vendors  leverage  INPUT’S  proprietary  data  and  industry  knowledge  by  contractog 
consulting  projects  to  address  questions  about  their  specific  market  sttategies,  new  producVservice 
ideas,  customer  satisfaction  levels,  competitive  positions  and  merger/acquisition  optio  . 

INPUT  advises  users  on  a variety  of  IT  planning  and  implementation  issues.  Clients  retain  INPUT 

fteXlTvcLs  of  outsourcing  their  IT  operations,  assist  in  the  vendor  selection  p^ess  and 
in  contract  negotiationrimplementation.  INPUT  has  also  evaluated  users  plans  for  systems  and 
applications  downsizing. 


INPUT  Worldwide 


London — 17  Hill  Street 
London  WIX  7FB,  England 
Tel.  -t-71  493-9335  Fax  -i-71  629-0179 

Paris— 24,  avenue  du  Recteur  Poincare 
75016  Paris,  France 

Tel.  -t-1  46  47  65  65  Fax  -i-l  46  47  69  50 

Frankfurt — Sudetenstrasse  9 
D-35428  Langgons-Niederkleen,  Germany 
Tel.  + 6447-7229  Fax  -1-6447-7327 


San  Francisco — 1280  Villa  Street 
Mountain  View,  CA  94041-1194 
Tel.  (415)  961-3300  Fax  (415)  961-3966 

New  York — 400  Frank  W.  Burr  Blvd. 
Teaneck,  NJ  07666 

Tel.  (201)  801-0050  Fax  (201)  801-0441 

Washington,  D.C. — 1953  Gallows  Rd.,  Ste.  560 
Vienna,  VA  22182 

Tel.  (703)  847-6870  Fax  (703)  847-6872 


Tokyo— Saida  Building,  4-6,  Kanda  Sakuma-cho 
Chiyoda-ku,  Tokyo  101,  Japan 
Tel. -h3  3864-0531  Fax -h3  3864-4114 
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